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The First 90 Days

After Inheriting a House

How to Get the Property Ready to Sell

A practical checklist for heirs, executors, and trustees.

How to Use This Guide

The promise of the first 90 days: by the end of 90 days, the house should either be
ready to list, or you should know exactly what is still preventing it from being listed.

You do not need to do everything at once. The first 90 days are not a race to list. They
are the steps that determine whether the home can be listed safely, legally, and at
the right price.

Your timeline depends on how the property was titled. A home held in a trust or
passing by survivorship can move quickly. A home that must go through probate
may take longer than 90 days, and that is normal. This guide works either way. It
moves in the order that protects the estate and keeps small problems from
becoming expensive ones.

What this guide is:

+ A pre-listing checklist for an inherited house.
+ Atimeline for protecting and organizing the property.

* A way to spot blockers before they delay the sale.

What this guide is not:

* Legal, tax, or financial advice.
+ A promise that every home can be listed within 90 days.

+ A guide to offers, escrow, closing, or distributing proceeds.
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The 90 days at a glance:

PHASE FOCUS BY THE END OF THIS PHASE
Days 1-7 Protect the house Secure, insured, and documented
Days 8-30 Confirm authority and title You know who can legally sign

Days 31-60 Understand the numbers and You know your net proceeds and
decide direction

Days 61-90 Prepare to list The house is ready, or you know
what is blocking it

What "List-Ready" Means

An inherited house is not list-ready just because the family wants to sell. It is list-
ready when the person with authority to sell is confirmed, the property is protected,
the costs are understood, the family has a direction, and a broker can price it with
real information.

Five things make a house list-ready:

Legal readiness. You know who has authority to sign, which transfer path applies,
and who must approve the sale.

Property readiness. The home is secure and insured, occupancy is clear, and basic
maintenance is under control.

Financial readiness. Mortgage, taxes, HOA dues, liens, and carrying costs are
understood, and date-of-death value has been addressed.

Family readiness. Heirs know the likely direction, one person is coordinating, and
approval rules are clear.

Listing readiness. Cleanout is under control, major issues are documented, and
broker interviews can begin with the right information.

If any of these areas are unresolved, the house may still be sellable, but it is not fully
list-ready. The rest of this guide walks through each one.



Days 1-7: Protect the House

The first week is about protecting the property before legal, insurance, or financial
problems have time to compound. If the home is now vacant, it is exposed to
weather, theft, and liability from day one.

First, confirm whether the house is vacant or occupied. If someone is living there (a
co-heir, a tenant, or an informal occupant), do not change the locks. See Days 61-90
and get legal guidance before acting. The checklist below assumes a vacant home.

Secure the property:
O Change the locks and collect all keys.
O Confirm all doors, windows, gates, garage, and outbuildings are locked.
O Reset alarm codes, garage codes, smart locks, and camera access where
possible.
O Consider posting no-trespassing signage if the home is vacant.
O Arrange weekly check-ins if no one local is watching the house.

Secure valuables and documents:

O Remove or secure jewelry, cash, firearms, prescription medications, and
passports.

O Secure original estate documents: the will, trust, deeds, titles, and insurance
policies.

O If there are multiple heirs, confirm authority before removing valuables, and
document what is taken.

Confirm insurance:

O Call the carrier and report the death.

O Confirm the policy is active, and ask whether the estate, trustee, executor, or
heir needs to be added.

O Ask about vacancy restrictions, occupancy changes, and whether a vacant-

property policy or endorsement is needed.



The First 90 Days After Inheriting a House

Keep utilities on or winterize:

0l
Ol

O

Keep electricity, water, and heat or cooling at safe levels.

Do not cancel utilities on a vacant home; this risks frozen pipes, mold, and
damage.

If no one will maintain heat in a cold climate, have the home winterized by a
licensed plumber.

Document everything:

O

O

Photograph and video every room, the exterior, the roofline, and any visible
damage.

Note urgent issues: leaks, pests, water intrusion, broken windows, safety
hazards.

Do not throw away mail, tax notices, insurance notices, mortgage letters, or
legal notices; they often reveal liens, lapses, and deadlines.

Start a running expense ledger and keep all receipts.

Why this matters: a vacant home is the estate's responsibility from day one. An

unlocked door, a lapsed policy, or a slow leak can cost more than every other step in

this guide combined. The first week is the cheapest time to prevent the most
expensive problems.

Checkpoint, end of week one: the home is secure, insured, documented, and
physically protected.
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Days 8-30: Confirm Authority and Title

Before the family debates price, repairs, or brokers, confirm who has the legal
authority to act. A broker can advise early on pricing, repairs, and vendors, but the
property should not be listed until the authority path is clear enough for the right
person to sign.

How the property was titled determines who can sell it and how long that will take.
Start by finding the deed and confirming how title was held.

HOW THE HOUSE WHAT USUALLY NEEDS TO BE COURT? LISTING BLOCKER TO

WAS TITLED CONFIRMED WATCH
Revocable living  Successor trustee's authority; Often none Missing trust certification
trust certification of trust or unclear trustee powers
Sole name, with a  Executor's authority through  Yes No Letters Testamentary
will Letters Testamentary issued yet
No will (intestate) Administrator appointed; Usually yes No appointed
heirs identified administrator, or unclear
heir
Joint tenancy with  Surviving owner's title cleared Often none Title not yet cleared with
survivorship after recording death recorded affidavit and
documents death certificate
Transfer-on-death Beneficiary's interest; Often none Recording or title steps
(beneficiary) deed recording and title compliance not yet complete
Tenants in Whether the decedent’s share Sometimes Only part of the title is
common must pass through probate transferable

Life estate or right Whether someone has a legal Depends  An occupant may have a
of occupancy right to remain right to stay



Tasks:

O Locate the deed, the will, and any trust documents.

O Order several certified death certificates; many families start with 8 to 10, since
banks, insurers, title companies, and agencies may each require an original.

O

Determine whether probate is required, and whether a separate process is
needed if the home is in another state.

Engage an estate or probate attorney if the path is unclear.
Open an estate or trust bank account and get an EIN from the IRS if required.

Notify the HOA or condo association if one applies.

I

Identify all heirs and name one point of contact.

Checkpoint: before the house is listed, you should know who can sign the listing
agreement, who can sign the purchase contract, and who must sign at closing.

The Document Packet

Selling an inherited house runs on paperwork, and the documents you need are
usually scattered across drawers, email accounts, and the homes of different family
members. Your attorney, CPA, title company, and broker will not each need every
item below. But gathering them now, in one place, is the single best way to avoid the
delays that stall an inherited sale later. Keep everything in one folder, physical or
digital.

Estate and authority documents:

O Certified death certificates

Will

Trust document or certification of trust

Letters Testamentary or Letters of Administration
Trustee affidavit or affidavit of death, if applicable

Court orders, if applicable

I I I O B

Beneficiary or heirship documents, if applicable



The First 90 Days After Inheriting a House

Property documents:

O Deed
O Prior title policy

O Mortgage statement, and any HELOC, second mortgage, or reverse mortgage
documents

Property tax bill
Homeowners insurance policy

HOA or condo documents
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Survey, permits, warranties, and repair or inspection records, if available

Financial and tax documents:

O Date-of-death appraisal, and any prior appraisal
O Utility bills and maintenance invoices

O Property tax records
O

The expense ledger you started in week one

Occupancy documents (if anyone lives there):

O Lease and security deposit records
O Tenant or caregiver communications

O Any written family occupancy agreement

Why this matters: title companies and attorneys cannot clear a sale until they
confirm who holds authority and how title passed. Missing or misfiled documents
are one of the most common reasons an inherited closing slips by weeks.
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The First 90 Days After Inheriting a House

Mortgage, Reverse Mortgage, and Carrying Costs

A house does not stop costing money when the owner dies. The estate is responsible
for the mortgage, taxes, insurance, and upkeep from the date of death forward.
Some of these can create real urgency.

Mortgage status check:

O Is there a mortgage, HELOC, or second mortgage?
Is there a reverse mortgage?
Is the loan current?

Are taxes and insurance escrowed?

O O odd

Who is communicating with the servicer?

On a regular mortgage: for most residential mortgages, federal law generally limits
a lender’s ability to call a loan due simply because ownership passed to an heir on
the owner's death. But payments must stay current. If they are not, the lender can
foreclose, because the house is the collateral. Contact the servicer to confirm the
balance and keep payments current during the estate period.

If the house has a reverse mortgage, treat it as urgent. Contact the loan servicer
immediately. For most HECM reverse mortgages, the loan becomes due and payable
after the borrower dies, and heirs generally have a limited window after receiving the
due-and-payable notice to sell, pay off the loan, or turn over the property. Extensions
may be available if the heirs are actively trying to sell or repay the loan. If the loan
balance exceeds the home's value, heirs to a HECM property may be able to satisfy
the debt by selling the home for at least 95% of its appraised value.
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Common monthly carrying costs, and why each one matters:

cosT WHY IT MATTERS

Mortgage The lender can begin foreclosure; the house is the
collateral

Property taxes Unpaid taxes become a lien, often with penalties and
interest

Homeowners insurance Coverage lapses, leaving the home exposed to fire,

water, and liability
HOA or condo dues The association can file a lien and add late fees
Utilities A shutoff risks frozen pipes, mold, and other damage
in a vacant home

Lawn, pool, and pest control Neglect signals vacancy and can trigger code
violations or fines

Security or alarm monitoring A vacant home becomes an easier target for theft
and vandalism

Vacant-property registration Some cities fine owners daily, and the fines can
become liens

These costs start the day the owner dies and do not pause. Every month the house
sits unsold, they compound.

Checkpoint: by the end of the first 30 days, you should know what the property
costs each month and what happens if those costs are not paid.



Days 31-60: Understand the Numbers

This is where the guide moves from protecting the property to making decisions. A
house is not list-ready if no one knows the real numbers.

Order a date-of-death appraisal early, even if you are not ready to sell. It helps
document the property's fair market value as of the date of death, which is generally
the starting point for inherited-property basis. The further from the death date you
wait, the harder that value is to support. For unusual, rural, or higher-value homes,
use an appraiser with the right experience.

Stepped-up basis, in plain terms. The tax basis of an inherited home is generally its
fair market value on the date of death, not what the original owner paid. This is the
stepped-up basis. It usually means that if you sell near that value, the taxable gain is
small. (An alternate valuation date six months after death can apply, but only in
certain larger estates that owe federal estate tax. For most inherited-house
situations it will not be relevant, but your CPA or estate attorney should confirm.)

Questions for your CPA:

O What is the likely basis, and what gain would a sale at current value create?
O Are there state inheritance, estate, or property tax issues?

O Will the death trigger a property tax reassessment or change an exemption?
(Rules vary by state; California's Proposition 19 is the most significant example.)

O Was the home ever rented or depreciated?

O

If the home was a rental, is a 1031 exchange worth considering?

O Did the owner receive Medicaid benefits that could lead to an estate recovery
claim?

Build a net-proceeds estimate. Families often anchor on the sale price and argue
about it. The number that actually matters is what reaches the heirs after everything
is paid. A high price with months of carrying costs and a long repair list can net less
than a quicker, lower sale. Work the math before you debate the price.



LINE ITEM AMOUNT

Estimated sale price

Less:

Less:

Less:

Less:

Less:

Less:

Less:

broker commission

repairs and credits

mortgage or loan payoff

liens

property taxes and HOA owed
closing costs

carrying costs until closing

Estimated net proceeds, before tax



Family Alignment and the Decision

When heirs are aligned, the process moves. When they are not, carrying costs pile up
and positions harden. Decide the direction before spending money on cleanout and

repairs.

Most families benefit from choosing a direction within the first 60 days: sell now,
rent, keep, or buy out an heir. You do not need every detail settled. You need a

direction and one person empowered to move it forward.

DIRECTION BEST WHEN WATCH OUT FOR

Sell now The family wants liquidity Carrying costs while you prepare

and no one wants to manage to list
the property

Rent The market favors holding Becoming a landlord; tax effects
and someone will manage it on a later sale

Keep or move in  One heir wants the home Buying out the others; possible
and can afford it property tax reassessment

Buyout One heir wants the house Agreeing on a fair value and
and the others want cash documenting the terms

Mini family-agreement checklist:

O Point person:

Attorney, CPA, and broker contacts:

Who tracks expenses:

Approval threshold for repairs:

How carrying costs are shared and reimbursed:

Target decision date and target listing date:

Buyout interest, if any:

O 0O 0000 o-d

How disagreements get resolved:




Common blockers to surface early. One heir wants to keep the house. One heir
lives in it. One wants top dollar regardless of time; another wants cash now. No one
wants to pay carrying costs. Iltems start leaving the house without a record. If the
family cannot agree and the property is co-owned, any co-owner can ask a court to
force a sale through a partition action. A forced partition is typically slower, costlier,
and less controlled than a voluntary sale, and often produces a lower price, so
resolving disagreements first is usually the better financial outcome.

Checkpoint: by day 60, the family knows the likely direction and who is empowered
to keep things moving.



Days 61-90: Prepare to List

The final stretch turns the house from an estate responsibility into a property a
broker can price, market, and show. This assumes the family has decided to sell.

Cleanout:

O O 0O O

listing.

Occupancy and access:

Decide what family members want to keep, and set a deadline for removal.
Photograph rooms before major cleanout, and separate documents from trash.
Hire estate sale, donation, junk removal, or moving help if needed.

Do not let the cleanout become an open-ended bottleneck that delays the

O Confirm whether the home is vacant or occupied.

Do not change locks on anyone living there without legal guidance.

O
O Gather keys, remotes, alarm and gate codes, mailbox keys, and HOA access.
O

Decide who will give brokers and vendors access.

Repair triage:

USUALLY WORTH DOING

Safety hazards and code violations
Active leaks, mold, water intrusion
Broken windows and doors

Basic curb appeal and cleanup

Anything that blocks insurance,
financing, or showings

RARELY WORTH DOING

Full kitchen or bathroom remodels
Custom or high-end finishes
Expensive landscaping
Personal-taste upgrades

Repairs done only because one heir thinks
buyers will love them



Major renovations rarely return their cost on an inherited sale. Let likely return guide
repairs, disclose known issues honestly, and let the broker advise on what the local
buyer pool actually rewards.

A pre-listing inspection is worth it when the home is older, the family knows little
about its condition, heirs are debating which repairs to make, or the property may
sell as-is and needs honest pricing. An inspection turns guesswork into facts, which
settles repair arguments and lets the broker price with confidence rather than hope.

Why this matters: heirs who never lived in the home are often surprised by its
condition. Knowing the real state of the roof, systems, and structure before listing
prevents price cuts, failed buyer inspections, and deals that collapse late.

Checkpoint: the house does not need to be perfect. It needs to be understood,
accessible, and priceable.



Sale Strategy and Choosing the Right Broker

The right broker does more than list the home. They protect value, manage risk,
handle disclosures, coordinate multiple heirs, and keep the process moving.

Decide the likely approach:

APPROACH BEST FOR WATCH OUT FOR

Traditional MLS listing Broadest buyer exposure and Prep, showings, and a longer

often the strongest price timeline
As-is listing Selling with minimal prep A lower price that reflects
condition

Investor or cash sale  Speed and the least hassle A discount to market value

Off-market sale Privacy and a quieter process A smaller buyer pool, often a
lower price
Auction Specific situations, such asa An unpredictable final price

fast, court-driven sale

Talk to a broker earlier if the property is vacant with high carrying costs, it is out of
state, there are multiple heirs, it needs repairs and you want guidance on what is
worth doing, there is a reverse mortgage, it may sell as-is, it is in probate and timing
matters, or it is hard to value.

What to look for in a broker:

O

O

Real experience with inherited and probate or trust sales

Comfort coordinating multiple heirs with steady communication

Clear, careful handling of disclosures when the seller never lived in the home
Strong pricing judgment for the property's condition and local market
Vendor relationships for cleanout, repairs, and maintenance

Ability to work with your attorney, CPA, and out-of-state heirs



Questions to ask:

O How many inherited or probate properties have you sold?
How would you price this home in its current condition?
Which repairs would you make, and which would you skip?

How would you market this differently from an owner-occupied home?
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How do you handle disclosures and communication among multiple heirs?

If you are ready to compare brokers, Inherited Property Match can match you with
one experienced in selling inherited homes for your local market and family
situation. The match is free, with no obligation.

The List-Ready Checklist

Use this as a final diagnostic. If most boxes are checked, you are ready to talk with a
broker and prepare the listing. If they are not, you now know exactly what is left.

Authority:

O We know who has authority to sell.
O The transfer path (probate, trust, survivorship, TOD deed) is understood.

O We know who must sign the listing, the contract, and at closing.

Property protection:

O Insurance is active and appropriate for the home's occupancy status.
O Utilities and maintenance are current.

O The home is secure, and valuables and documents are protected.

O

Regular check-ins are arranged.



Mortgage and carrying costs:

O Mortgage and any reverse mortgage status is known.
O Property taxes and HOA dues are current or understood.

O Monthly carrying costs are estimated, and the expense ledger is active.

Tax and value:

O A date-of-death appraisal has been ordered or discussed.
O A CPA has been contacted, and basis and gains questions are flagged.

O Arough net-proceeds estimate exists.

Family:

O Heirs agree on the general direction.
O One point person is assigned.

O Reimbursement rules are documented, and buyout interest has been surfaced.

Property condition and broker readiness:

O Cleanout is complete or under control, and access is resolved.
O Known issues are documented, and the repair plan is based on likely return.

O The sale approach is directionally clear, and a broker can price the home with
real information.

When most of these are checked, the house is list-ready. When they are not, you
know exactly what is still standing between you and listing, which is the whole point
of the first 90 days.



The First 90 Days After Inheriting a House

Get Matched

Ready to Find the Right Broker for an Inherited House?

Inherited Property Match connects heirs, executors, trustees, and personal
representatives with experienced real estate brokers who understand inherited
home sales, probate and trust timelines, multi-heir coordination, out-of-state
ownership, and local market strategy.

* Free for property owners
* Nationwide broker matching
* Matched by people, not an algorithm

* No obligation to move forward

InheritedPropertyMatch.com | property@inheritedpropertymatch.com | (800) 841-5033
8751 E. Hampden Ave, Suite B2, Denver, CO 80231

For the full process through offers, escrow, closing, and distribution, see the Guide to Selling
Inherited Property at InheritedPropertyMatch.com.

Disclaimer

This guide is provided for general informational and educational purposes only. It is not legal, tax,
financial, accounting, or real estate advice, and it is not a guarantee that any home can be listed
within 90 days. Every estate is unique, and outcomes depend on the property, the estate plan, the
ownership structure, creditor issues, and the laws and procedures of the state and county where

the property is located. Always consult your estate or probate attorney, CPA or tax advisor, and other
qualified professionals before signing documents, listing property, transferring title, or making tax
elections. Inherited Property Match is not a law firm or CPA firm and does not provide legal, tax, title,
escrow, or financial services. Inherited Property Match may introduce you to independent third-party
professionals, including real estate brokers; these professionals are independent and are not
employees or agents of Inherited Property Match. You are under no obligation to use any professional
we introduce. Inherited Property Match may be compensated by a real estate broker at closing if you
choose to work with a broker we introduce, and there is no direct cost to you for the matching service.
Inherited Property Match is a service of Real Estate Foundation, Inc.
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